To: McHugh, Michael 

From: Perez, F J. 51851 8366 
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Opened; 1/16/9710:56 
Subject: NYC D PC 




I would have to say the 80% of all DPC displays are going to the correct accounts. n / 

The other 20% is ending up in higher volume calls. Why? J 

SJ or DA is selling to PM exclusive (small % but it happens and we are fighting it) // 

Larger retail calls are also getting it but why would a retail buy DPC from his account if he could get it from the S/R via prebooks. S/R tend to give larg^ discounts 
than DPC in some cases and it does not make sense for the retailer to buy DPC. Retailers might buy DPC if his is out of stock or waiting for a prebow. 

If a retailer wants to buy our product lets sell it to him, he need it for a reason, OOS 

It cost RJR the same to send out a DPC display or a RJR prebook $28 per case, the addition cost is the DPC display. 


It would be great to get tear tape product for DPC which comes in to the DA at full price and is bought down at the Subjobber level. 


If the company decided to test .20 off tear tape product at the DA level for prebooks and DPC their would be some opposition from DM that dead net but we could get 
around that by POS pricing. 

As Denny said yesterday we have proven that we do not have to match the competition to gain share and price gap in this market is not an options since 80% of our 
cal! are independent and once a retailer finds out that Joe down the block is getting .20 and he is only getting .10 the poop would hit the fan. 


Attached is an option for Terr Reps and Salem DPC. We have to work together to get the retailer not to depend on us to sell everything off the car. 
As Jimmy would say once you teach a retailer to fish he will no longer go hungry again. 









